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Sheriff's Sale on Foreclosure.
Nolle«« Is hereby given, t l is l  by vir 

Iti«« of so execution »ml order of nule 
IsHuetl out of the Circuit Court of the 
S ta te  of Oregon, for the  County of 
l.ane, on the 9th day of  Septem ber 
1918, on a judgment rendered In »aid 
Court on the IMth «lay of August, 
IWI it. In th a t  cer ta in  foreclosure suit 
then  pending In said ( 'ou r t ,  wherel 
George Melvin Miller anti Lizzie M 
Miller hla wife, I’lalntltfa anil A. K 
Q U M O , A. I,. Stover a«.«l K. K. Mel 
vin, llefenilanta, anil wherein judgm ent 
win« reiiderrii In fuvur of xald tie  rar  
Melvin Miller ami l.lxzle M. Miller hla 
wife, I'lnintilfx, anil ugitinxt K. E 
Melvin, lie lem lant,  for nine hundred 
e igh ty - th ree  anil xeventeen one-hun 
dredthx (fUSS, 17) dollars with Interext 
thereon from the I Ht ti day of August 
1913, ut the ra te  of six per cent pc 
annum and the fu r the r  xum ol fourteen 
und fifty nne-hundredtha (Il  I Ml) dnllarx 
«'nata, which auiiix are  now due and 
payable, and for the fu r the r  xum of six 
hundred twei ty <8A2(MMI) dnllarx, tu 
become due in insta l lm ents  of three 
hundred ten '£<10.00) dollars each on 
the  80th day of June ,  |!>14, and on thi 
aulì day of June ,  1016, with Interext a 
the  ra te  of s ix  |>er cent (A%> per an 
su m ,  which judgm ent wax enrolled and 
docketed In the c le rk 's  ottico of xuiil 
C ourt  in said County on the tlth day of 
September, 1913, and said execution to 
me directed commanding me in the 
nam e of the S ta te  of Oregon In order 
to satisfy said judgm ent, co«lx and ac 
c ruing cimits to sell the following de 
scribed premises to -w it:

Beginning a t  a (mint 4 Od feet east 
u f  the northeast corner of the J a n u s  
W (lay and wife donation lami claim, 
notification No. 0661, claim No. 71, in 
Township 111 South, ItaiiKe 3 West, 
thence South II deg .26 m i.cas t  916 feet 
thence weal MS deg .36 mi. South I7H3.3 
feet, thence north 33 deg. 27 mi. east 
71(1 f e e l ;  thence north 1 den. 22 mi. 
west ¡<40.S f ee l ;  thence north MS den. 
36 ini. eas t  1404.2 feet to the  place uf 
Iwginnlng, containing 32.14 acres and 
the xamv being fu rthe r  «iMcrlbed ax 
lot No, IS in Morning d o r y  Farm  
(Mat. That the proceeds of xald sale uf 
said real pro|ierty shall lie applied It 
the  rutiafaction of the plainlilT'x xald 
judgm ent,  the  coats and disbursement» 
of said suit ,  and the execution ami 
charge» of making xaul sale, and  tha t 
the same be applieil to the  paym ent of 
both the amount due and to grow due 
ax herein specified, provided furthe r
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th a t  if  a t  any time before the sale of 
■aid prutniaca the said am ount due as 
above specified of principal, in tereat,  
taxes, coats and accruing costa ahall 
ha paid, then ill that event the execu 
tlon ahall ha withdrawn and ra turned, 
provided fu r th e r  tha t  the plaintiff ahall 
receive in full aat>sfactlon uf said rum 
to become due the piincipal thereof, 
six hundred twenty  ($<¡'20.00) dollars,  
together  with Intereat thereon from the 
IMth day of Auguat, 1013, to the date 
of payment, Iras such sum as the  aaid 
in tereat computed from the IMth day 
of Auguat, 1013, to the dale  of paym ent 
will prisluce from the date  of aueh 
payment until the 20th day of June, 
1014, on llrat installment, and until the 
20th day of June, 1016, un the aecond 
nisi ailment, computed at aix per cent 
'O' ,\) per annum.

Now, therefore, In the  name of the 
S ta te  of Oregon and In compliance 
with said execution and order of aale, 
1 will on Saturday, the IMth day of 
October, 1018, between the hours of 1 
o'clock a. m. and 4 o ’clock p. m. tow it 
a t  one o'clock p. m. on aaid day a t  the 
southwest door of the County Court 
house in P.ugene, Lane County, Oregon, 
offer for aale for cash, subject to re 
demption all the above named defen­
dants, A. K. (ierman, A. L. Stover and 
F. K. .Melvin's r ight,  t i t le  and in tereat 
in ami to the aliove described real 
property.

Dated this IMth day of Aug., 1913.
JA M E S  C. P A R K E R .

Sheriff of l.ane County, Oregon 
x!7-nl6 liy D. A. Elkins, Deputy

Why the Fanner Buys from 
the Mail Order Houses

lly F rank Furrio*ton

So much has been said arid w ri t ten  
about the fa rm er  aa a business proa- 
|M>rt in recent years th a t  moat m anipu­
lators of Urge business feel th a t  they 
know the fa rm er  and his need pre tty  
well.

They realise h it  importance and hia 
conservative tem peram ent,  hut they 
know him be t te r  aa a class than aa an 
individual,  (o m p ara t lv e lv  few of the 
men who are  anxious to in te res t  the 
farm er in the ir  wares have lived in 
rloae touch with him since they have 
become engaged  in angling for hia 
trade.

The only way to understand the 
farm er completely is to do business 
with him in person and diacover the 
various angles from which he views 
each proposition, and the objection hr 
raiaes to It. The re ta i le r  who sells to 
the fsrrner  across the counter  knows 
the farm ers  as no m anufac tu re r  can 
know him. l ie  umlerstanda him be t te r  
than the c leverest adver t ise r  or the 
b r igh te s t  claim ad jus te r  in the mail 
order houae. To him the farm ing class 
is e group of individuals whose pe­
cu liar it ies  and charac ter is t ics  arc  as 
well known as thus«- of his neighbors.

W hat the re ta i le r  fails to realize is 
the advantage he possesses over the 
mail order house; the  advantage of  be­
ing able to show the goods to the  cu s ­
tomer ; to deliver them r ig h t  a t  the 
time of purchase; to back them with 

g u aran tee  for h im self ;  to adjust 
claims with a |«erfect knowledge of the 
condition; to give lim e when it is 
wanted for paymenL 

The m anufac tu re r  who is anxious to 
get more of of the f a rm e rs ’ business 
will And it prulitshle to under take to 
educate the  re ta i le r  to a b e t te r  know- 
ledge of the advantages of hia position.

l ie  will And th a t  by helping the 
lealer to a g re a te r  conAdence in his 

ability to compete w ith  the mail order 
houaes. he will enable th a t  dealer to 
get more of the  fa rm e rs '  trade. He 
will Ami »hat the dealer will apprecia te 
help of this  kind and feel Inclined to 
ge t  behind the goods of  the m anufac­
tu re r  who helps him. Hut, and this 

b u t "  is worth eunaidering, the  d ea le r  
ought to he approached in thla m a tte r  
with tact.  I t  will not do to tell him 
bluntly th a t  he is all wrong, th a t  he 
does not know how to handle hia busi­
ness, th a t  someone else a thousand 
mi'es away knows more about It than 
he does. Suggestions should be made 
ss suggestions from an outsider, or as 
narra t ives  of the  methods pursued by 
someone else who has succeeded by 
following them.

If the dea ler  ia complimented upon 
his succesa. upon his ability and upon 
his ho tte r  knowledge of his local condi­
tions than ou ts ider!  possess, he will he 
in an a t t i tu d e  th a t  will make him will­
ing to lis ten to advice.

The dea ler  is fond of saying th a t  the 
farm er sends to the  mail order house 
because he would ra th e r  send away 
from home for goods than buy them  at 
home, th a t  the fa rm er  buys by rnxil 
because he is ju s t  pig-headed enough 
to want to spite  the  local merchants. 
The dealer proclaims the mail order 
people aa more or less infamous. He 
s ta te s  tha t  they sell only inferior goods 
and th a t  the ir  policy ia one of dla- 
hanesty. More dealers than moat 
m anufacturers  realize take thia a t t i ­
tude. Of course it  is largely wrong. 
Success cannot be built up th a t  way. 
Hut the re  ia nothing to be gained by 
antagonizing the  re ta ile rs  by telling 
them th a t  they are all wrong. Get 
under the ir  belt by the use of tac t  and 
then ahow them th a t  they can g e t  more 
business from the  farm ers  with ag ree ­

able methods than  with an tagonis tic  
ones.

The real reason why the fa rm e r  in 
nine caaea In ten buys from the mail 
order house Is beesuse he is ssked to 
do so. He Is asked, not once, hut a 
hundred times, not occeslonally, hut all 
the while. A steady s trea m  of offers 
and ca ta logue! and special price lista 
is kept flowing toward him. He is not 
allowed to fo rge t  between catalogues, 
l ie  buys many th ings fri m the mail 
order house because he secs toe ad v e r­
tis ing ubout them and develops from it 
a desire to have them, while if he had 
not received th a t  adver t is ing ,  very 
likely he would never have even known 
th a t  the goods existed. Mail o rder  de 
veloprnent dem onstra tes  more thun 
almost any o ther  form of adver t is ing  
the success of keeping a t  it.

There are hundreds of m anufac tu re rs  
who would like the business of the 
dealers who sell to farm ers ,  hundreds 
whose goods a te  not ca ir led  in stock hy 
mail order houses. Very few of  these 
hundreds are tak ing  pains to make 
capita l of th a t  fact. The lis ting nf a 
well-known ami generally  advertised 
ar tic le  in a mail order ca ta logue ia a 
red rag  to every dealer who And« out 
about it. Why should not every m anu­
fac tu re r  who can take  advan tage  of 
this fac t  and If hla goods are not in 
the Hands of  mail order houses, ad v e r ­
tise it to the  dealers and thus g e t  the 
lieneAt of this policy and place the d is ­
advantage upon thoa£ of hia com petitors 
who do sell to mail order concerns?

To carry  this  fu rthe r ,  are  there not 
many m anufacturers  whose goods are 
carried  hy mall on le r  houses and aold 
bv them in small quan t i ty  who would 
And th a t  to take  an anti-mail order 
house a t t i tu d e  would make them 
enough s tronger  with the  re ta i le rs  to 
more than m ake up for the loss of the 
li t t le  mail order house t rade  they are 
get ting?

The m anufac tu re r  who ia accepting 
the mail order house as an ou tle t ought 
to g e t  a pro |iortionately la rge business 
from those houses or else el im inate 
them. The dealers who aell to the 
farm ers  can do a  g rea t  ileal for the 
m anufac tu re r  if they will.  They will 
not us long as the mnil order house 
undersheila them on the goods they are 
a sk ed  to push

The m anufac tu re r  who cannot cut 
out the  mail order house can at least 
compel it to m ainta in  a price th a t  will 
he sa t is fac to ry  to the re ta ile r .  I f  it 
is a question of dea le r  o r  mail order 
house which? then it  reduces i tse lf  to 
a mere m a t te r  of dollars ' and c e n ts ’ 
worth of trade  now and in the  fu ture .

The m anufac tu re r  can succeed with 
e i the r  the msil order or the re ta il  
lealer  us hia selling agent,  hut he can 
not sucreed if he tr ies  to ride both 
horses. That is to auy he cannot sue 
ceed to as g rea t  a degree. With most 
m anufac tu re rs  i t  is a case of "Choose 
ye this day whom ye will s e rv e ."

The mail order houae of big business 
has manifold brands of  i ts  own. It 
uses the  well-known and generally  ad­
vertised brand solely as a leader or 
bait. W henever and wherever  i t  can 
■ell what it w ants  to, it sells its own 
brands. Is th is  the kind of rep resen­
tation th a t  the m anufac tu re r  wants?

A good many r e ta i le rs  have the ir  
own brand», hut these aye mainly the 
elaaa of re ta i le rs  who do not sell the 
hulk uf the goods th a t  are  bought by 
the fa tm ing  trade. The country and 
village atures are  small store* and they 
are still selling well-known hrands al­
most entirely . They have not ye t  got 
into the private  brand elaaa. Hut they 
will g e t  there, they will take on the ir  
own hrands in an increasing degree 
unless they are  be t te r  protected  bv the 
m anufacture r .

The fa rm er  buys from the  mail order 
house very largely because he is lured 
into sending an order by the fac t th a t  
he tees  aoine well-known a r t ic le  ad ­
vertised  there  a t  a cu t  ra te .  The 
fa rm er  ia an original Missourian. He 
is the last man in the  world to send 
money fur a pig-in-a-poke. A c a ta ­
logue six inches thick, if  it contained 
not a single item  th a t  he knew was a 
good value, would not e x t ra c t  a dollar 
from his pocket, no m s t te r  w hat prices 
it m ight quote on its unknown goods.
I t  is the  general adver t is ing  of s tan ­
dard goods th a t  makes the mail onler 
success possible.

You, then. Mr. Big Advertiser ,  are 
m aking it possible for the  g re a t  mail 
on ler  houae to succeed. Are yuu g e t ­
t ing  a fa ir  r e ta rn  from th a t  concern 
for vour help? 9f not, see th a t  i t  in­
creases its orders to a point where they 
will com pensate you for the cer ta in  
loss of trsile th rough  the  re ta i l  s tore 
d is t r ibu t ing  division.

The dealers are  sore a t  the mail 
onler houses. They are  sore a t  the 
m anufac tu re rs  th a t  help those houaes. 
You cannot hope for the cooperaton of 
the dealers to any g re a t  e x te n t  unless 
you show yourself  upon the ir  side in 
this m s t te r  as well as in o thers  which 
are  of vita l  in te res t  to them.

In on ler  to help the  dea ler  to  hoki 
his own with  this  com peti tion  the re  is 
now a golden opportunity  in the  advent 
of the  parcels post. The dea ler  ia won­
dering what this system  is going to do to 
him. I t  ia for the m anufac tu re r  to 
■how the dea ler  how he can use p a r ­
cels post to develop his own trade  ami 
to hold the fa rm ers '  business a t  home.

T here  is a p resen t chance for the 
m anufac tu re r  to g e t  closer to the 
Jealer, to  aide with  him, to make
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HAMPTON
friends with him. Thio cannot be 
done by argum ent,  i t  m ust be dune 
hy practical helps.

Thia ia the time fur the m anufac­
tu re r  to u tter  tu supply the dealer with 
l i te ra tu re  to be d is t ribu ted  tu the farm 
ing trade from the sto re  or in whatever 
may aeeni best, i t  is the Lrr.e to r  the 
m anufac tu re r  whuae policy it ia to mail , 
advertis ing  d irec t uver the re ta i le r 's  
imprint, to offer tu mail out a new lot 
of circulars with  an inserted  clause 
telling the recip ient how he can get 
the  goo«la by mail from his uwn home 
dealer.

The re ta i le rs  have fought the parcels 
post hard, hut now th a t  i t  has come, 
they are inclined to ta k e  it as an ac­
cepted fac t  and give it a chance tu 
work for them. W hether  they cun 'inue 
to tight its fu r th e r  ilevelupment or not, 
ia largely contingent upun w hether  it 
hur ls  the ir  trade much or l i t t le ,  or 
w hether  perhaps it helps them.

S|>ecial s t res s  may well be placed in 
advertis ing  mediums gumg tu the 
fa rm er  upun the  des irabili ty  of the con­
sum er purchasing f rum the  local 
dealer. T here  are a good many ad­
vantages which may he mentioned hy 
the adver t ise r  and if i t  ia the policy of j 
the house it  will not he out of place to 
say, " O u r  goods are never sold hy mail ; 
order h o u se s ."  The par t icu la r  value 
of this so r t  of ta lk  will lie in its effect 
upon the  dealer,  in m aking him an in­
terested  ag e n t  la th e r  than a mere slot j 
machine to hand out ce r ta in  goods 
when compelled to do ao.

If  a m anufac tu re r  sees At to take  the ; 
anti-mail order house a t t i tude ,  it ought 
to g e t  the  beneAt of all the publicity 1 
th a t  can come from mention of th a t  
position in the trade papers. When a 
house does take  such a stand, i t  is a 
m a t te r  of sufficient news in te res t  so 
th a t  the  t rade  papers in general will j 
he glad to  give it space. The trade 
papers and the  m erchants are very 
close toge ther  and they are  a unit in 
their  a t t i tu d e  upon the mail order 
house question.

A recen t w i i te r  in the "B u l le t in  1 
of P h a rm a c y ,"  a dealer describ ing his 
success w ith  side lines, s a v s : "W e 
handle the  d ifferent lines of silverware, 
but when we Ami a brand th a t  is adver­
tised in the  mail order catalogues, we 
om it i t  from stock. You may think 
th a t  aoine brands are  unavoidable be­
cause of  the ir  popularity , but the fact 
remain« th a t  the  d rugg is t  can omit 
from hia stock any brand of s ilverware 
th a t  he chooses. He can do th a t  for 
the simple reason th a t  he can kill the 
sale of any pieco of jewelry  by merely 
w ithdraw ing  from it hia own personal 
guaran tee .  Let me il lus tra te  this from 
some of  our experiences in the  last 
th re e  years. Our big sales are  in De­
cember. Three years ago all of the 
s i lverw are  we sold was "1847 R ogers ."  
L a te r  we were surprised to see this 
line mentioned in the mail order  c a ta ­
logues. We proceeded a t  once to re ­
duce the  demaml for this  particu lar  
brand. Aa a resu lt  of our efforts  the 
following yea r  less than one-Afth of 
our salea were of  Rogers goods. In 
December, 1911, we made only one aale 
of thia ware. I t  consisted of half  a 
dozen desser t  spoons, ami the only rea ­
son we sold them  lay in the  fac t th a t  
the cus tom er who bought them was 
m atch ing  some tab lew are  which he had 
obtained from ua be fo re ."

A paper that gives you twi«e as much 
aa some other paper ia W«>rth twice ns 
much aa the other paper. Are you get­
ting your money’s worth? That 's  the 
vital «(ueatiun.

Development Campaign Planned.
Planning to organize a movement 

for the  development of the  te rr i to ry  
surrounding each of the commercial 
clubs throughout the  s ta te ,  Tom 
Richardson, who has probably eng i­
neered more such undertak ings than 
any o ther  one man in the United 
S ta tes ,  has te e n  engaged hy the execu­
t ive  com m ittee of the Portland Com­
mercial Club to give the g re a te r  por­
tion of  his tim e to th is  line of  work in 
the fu tu re .

With the development of each com­
munity in the  s ta te  to its g re a te s t  pos­
sible e x te n t  ss  his object,  Mr. R ichard­
son will devote hia energ ies  and his 
experience to assisting each individual 
commercial body in raising  funds and 
in inaugura ting  a cam paign wide in 
scope and aggressive in ch a rac ter  for 
the  b e t te rm e n t  of th e ir  own home 
te rr i to ry .  One of the main ideas in 
this work will be to place the idle 
lands of the s ta te  w ith in  reach of 
homeseekers a t  reasonable prices and, 
when es tablished op the  land, the 
newcomer will be assisted  in every 
possible way to m ake a success of his 
venture . If  Oregon is to proHt by the 
g re a t  movement of touris ts  to the coast

in 1915 each community should com­
mence p repara tions to th a t  end a t  once.

Radiators Spread Friendliness.
The Eugene Radiators are m aking 

a name for Eugene tha t  could not be 
secured in any o ther  way. The cheery, 
get-acquainted  sp ir i t  with which the 
group of active business men go into a 
neighboring city is contagious. I t  
instills in the  host a reciprocal kindli­
ness and m akes for Eugene friends in 
other par ts  of the s ta te  who will boost 
for the hustl ing  city, and rend on t«> 
us wanderers who have not fou« d ju s t  
the location they have been seeking.

Such was the  reception the  Radiators 
received a t  Salem this pas t week, and 
such was the  reception th a t  g reeted  
them a t  C ottage Grove and Creswell a 
week ago. The Radiators rad ia te  the 
doctrine of in te r -f ra te rn a l  relation as 
between the  cities of the  s ta te ,  and 
thereby aecure for the  s ta te  and for 
Eugene a la rger  m easure  of pros­
per i ty .—Eugene Register .

The value of a  p a p e r ’s adver t is ing  
is gauged  by the  num ber  of  people it 
reaches. No o the r  p ap e r  reaches more 
than  a q u a r te r  as m any C o t tage  Grove 
people as  does The Sentinel.

OPEN SEASON FOR CAMPERS j
|

Try us for Camp Stoves, Tents, Wagon Covers |  
Hammocks and Cheap Cooking Utensils. $

K N 0 W L E 5 &  G R Ä B E R  {

If you don’t read The Sentinel you don’t get more than 
half the news of the Cottage Grove country.

The Strength, Equipment and Disposition to Serve It* Patrons 
Makes this Bank Attractive

Capital • $25,000  
Surplus • $25,000  

Undivided Profits 
$10.000

Safety First 
Service Next 
Courtesy Always

U. S. P os ta l  Savings Depository

First National Bank

3
( * j
%

YOUR BANK DEPOSITS 
ROLL UP

Surprisingly if you m ake it a rule to 
"  v ‘ * pay by check only and deposit all your 

cash a t  the  Bank of  Cottage  Grove. 
Then you s top to think before you buy 
and in many cases thinking means 
refraining. Ambition to have a good 
balance prevents many a spending, and 
thus your deposits roll up.

BANK OF COTTAGE GROVE


